


THE BANK OF CALIFORNIA: 125 YEARS OF BUSINESS
Historical Notes

1864—The bank opened its doors (capitalized at $2 million) on July 5 as the first incorporated banking
institution in the West.

1870—The post-Civil War Reconstruction and completion of the transcontinental rail system heralded a period
of rapid growth, urbanization, and industrialization of the West. Bank founder William Ralston started
construction of the Palace Hotel, the world's largest. He also loaned Leland Stanford $300,000, when no one
else would, to finance the Central Pacific Railroad. The Bank of California played a major role in financing grain
exports, California's burgeoning agriculture and manufacturing industries, and the development of trans-Pacific
trade.

1872—Ralston and the Japanese government entered into a $20 million contract concerning the minting of the
gold yen. It was the first agreement involving an American business and the Japanese government.

1905~The Bank of California merged with London & San Francisco Bank, Ltd., acquiring offices in Portland,
Seattle, and Tacoma.

1906—San Francisco earthquake and fire.

1908-The bank completed construction of the 400 California Street Banking Hall, the first major commercial
building to rise from the ashes.

1910—The bank was awarded a federal charter. In addition, the Federal Reserve granted the bank the privilege
of retaining its Oregon and Washington franchises. Thus the bank became, and has remained, the only national
bank with direct offices in three states.

19l9--The bank integrated a trust department to serve customers in all three states.

1954—The bank embarked on a strategy of expansion, adding 70 new offices over the next two decades.

1964—The bank opened a representative office in Manila. It was one of the first U.S. banks to open an office
in the Philippines.

1968—The Bank of California established its Tokyo representative office.

1978—In anticipation of the far reaching effects of proposed deregulation, the bank began focusing its efforts
on specific markets, including private banking, middle market real estate, and corporate banking, in addition
to Trust and Investment Management and International banking services.

1984~The Bank of California merged with The Mitsubishi Bank, Limited, the fourth largest bank in the world.

1987—The bank acquired Bank of Palm Springs in Southern California.

1988—The Bank of California merged with Mitsubishi Bank of California, a wholly-owned subsidiary of The
Mitsubishi Bank, Limited. Later in the year, it acquired Stonewall Pension Service, Inc. in Portland, Oregon.

1989—The Bank of California thrives as a full-service organization with $7.9 billion in assets, ranking sixth
among California banks. More than 50 domestic offices from the border of Canada to the border of Mexico
offer banking products and services, commercial and business loans, including real estate, and a nationally
recognized, pioneering private banking focus. Trust and investment management services range from institutional
custody to private trust, from top-ranked investment management services to employee benefit trust services.
Fourteen international and representative offices worldwide specialize in correspondent banking, trade finance,
and international private banking. A growing Corporate Banking Group, working with The Mitsubishi Bank,
Limited, and its global resources and presence, is expanding to serve large corporate businesses.



H I S T O R Y

Economic historians never tire of marveling at two
stories of persistent health and vitality. The stories take
place on opposite sides of the Pacific—in Japan and
in the American Far West. In the history of The Bank
of California, those two stories come together, weaving
a saga of opportunity and success.

The Bank of California's story begins in gold, as so many California stories
do. While some people struck it rich in California's gold fields, the most
enduring successes of the Gold Rush were business people—people like Levi
Strauss, for example, people who provided vital goods and services to the
miners. One of these was William Ralston, a partner and occasional sea captain
in a steamship company which transported would-be forty-niners to the West
Coast during the Gold Rush.

In 1864 Ralston helped found The Bank of California. Through the end
of the 19th century, Ralston and the bank he founded—California's first incor-
porated commercial bank—helped develop the Far West from its rough and
tumble roots into a vital economic force. Ralston swallowed his early objections
to the idea of a Central Pacific railroad, and served as director of the engineering
company that built both the Central and Southern Pacific. He was founder,
benefactor, and first treasurer of the University of California.

Under Ralston's guidance, The Bank of California flourished along with
its clients, helping build industries throughout California—everything from
woolen mills to canneries, shipyards to real estate, agriculture to timber. It
seems no accident that The Bank of California was an early champion of West
Coast trade with China and Japan.

Meanwhile in Japan, our parent bank's founder and Samurai warrior Yataro
Iwasaki was launching one of the world's great shipping companies. The name
Mitsubishi, and its distinctive three-tier diamond shaped logo, came from
Iwasaki's family crest.

The finance questions of shipping led Mitsubishi into banking during the
1870's when the firm began discounting bills of exchange presented by shipping
customers. That business grew to such proportions, that by 1919, The Mitsubishi
Bank, Limited emerged as a full-service commercial bank.

Historians speculate Iwasaki and Ralston may well have met in the 1870's,
when Ralston turned his near-boundless energies to consulting on finance and
monetary reform with the Japanese government.



W H A T S E T S U S A P A R T ?

In a world of financial services that sometimes seems
populated by clones and look-alikes, The Bank of
California stands apart. There are identifiable differ-
ences in the way we are organized, the way we offer
our services, the way we deal with our clients.

Size
The Bank of California does not compete in the mass financial services mar-
ketplace. Instead, we have chosen to remain a size that allows us to serve our
clients in a customized way. Because we are relationship, rather than transaction
oriented, we are able to build the bank's profitability through successful long-
term relationships with our clients, serving them with a wide variety of services
and products. Our banker-to-client ratio, among the lowest in the industry,
allows us to invest the time we need in even' relationship.

Strategy
We are anything but an "all things to all people" institution. Instead we have
chosen to focus on the kinds of business which leverage our strengths to build
lasting relationships. Rather than blanket our three-state area — California, Ore-
gon, and Washington —with branches, our offices are strategically placed. And
we are just as careful with the markets we choose to serve, innovating with
products and services that differentiate us to our clients.

Resources
The Bank of California is backed by the resources of the fourth largest financial
institution in the world, The Mitsubishi Bank, Limited. Our alliance with Mit-
subishi Bank provides The Bank of California with capital resources, oppor-
tunities for joint ventures, a presence in the international marketplace, and a
depth and breadth that allows us to serve clients more effectively.

People
In a highly customized business, relationships must be built on a client's
confidence in a banker's experience, ability, and responsiveness. To ensure
that we deserve that confidence, we have developed a human resource strategy
which encourages people to participate with us in building a relationship with
the bank. We've succeeded in that strategy; the bank enjoys one of the lowest
turnover rates in the industry.

Organization
The Bank of California is organized by business units. These units include
domestic banking, international banking, investment, trust, banking services,
and various support groups.



Both banks prospered in the early 20th century. Mitsubishi Bank, serving
its affiliated companies and an ever expanding base of corporate and consumer
business, emerged as one of the largest commercial banks in the world. As a
major lender, Mitsubishi Bank played a key role in the economic miracle of
post-war Japan, which turned a tiny island economy into an economic super
power.

The transformation led many of Mitsubishi's clients to acquire subsidiaries
in California and elsewhere in the United States. In I960, the bank itself
followed them across the ocean, opening an agency office in Los Angeles. By
1971, the need had arisen for a full-service bank, and the Mitsubishi Bank of
California (MBC) was chartered by the State of California.

By then, of course, The Bank of California was squarely in the middle of
the most vital part of the American economy, the result of strategic growth and
careful focus from the early days of the new century. In 1905, the bank had
merged with the London and San Francisco Bank, Ltd., acquiring banking
offices in Oregon and Washington. Five years later, when The Bank of California
became a national bank, the new federal charter reserved the privilege of
retaining the Oregon and Washington franchises. The bank became the only
national bank with direct offices in three states, and so it has remained.

With its unique franchise, The Bank of California has continued to focus
on doing what it does best—providing quality services to businesses and the
individuals who own and run them.

Against a backdrop of increasing globalization, both Mitsubishi Bank and
The Bank of California prospered. As the world found itself more and more
interdependent, a revolution in financial services led both institutions to seek
an alliance that would provide a competitive edge in a fiercely competitive
marketplace. The merger in 1984, provided Mitsubishi Bank with an important
link in pursuing its goal of becoming a truly multinational institution. And The
Bank of California got the resources and expertise it needed to market differen-
tiated services to a select clientele.

After several years of operating separately, Mitsubishi Bank's two California
subsidiaries also joined forces. Concluded in 1988, the union between Mit-
subishi Bank of California and The Bank of California forged a single institution
from the complementary strengths of the two banks and invested it with the
momentum needed to challenge the future.



Business Banking, an important part of our business
The Bank of California is in the business of banking business. We give our
business clients the same personal attention as our individual and corporate
clients. Focusing on quality middle market companies, we provide a complete
range of financial, credit, and cash management sendees.

Just as teamwork is important in business success, our business bankers
work in teams to ensure there is always someone available when a client has a
question or needs assistance. Each business banker is knowledgable about not
only the bank's products and senices, but how best to serve the client's
business. They take the time to establish relationships with their business
clients — understanding their services or industries; getting to know their man-
agement, staff, and advisors; and marshalling the bank's resources to meet the
client's needs. This kind of personal attention allows our business bankers to
anticipate and facilitate their clients' financial decisions.

The Bank of California offers a full range of business banking services,
including: credit facilities, cash management, and investment opportunities.
Our business banking relationships are based on sound financial and business
practices. Each credit response is tailored to an evaluation of a particular client's
business objectives. Our business banking relationships meet our clients' needs
today and accommodate their plans for tomorrow.

Retail Banking, a marketplace approach
Today's retail clients are clear about what they expect from a bank—options and
convenience. The Bank of California is equally clear about meeting those expec-
tations with quality financial services and carefully selected office locations.

We deliver basic banking services, such as checking and savings, with the
same attention to quality and detail as we give to more sophisticated financial
sendees. With a strong credit card portfolio, we provide our clients with
competitive rates and accurate service. We offer a variety of consumer loan
products to meet the specific needs of varied client groups. And our clients
enjoy the convenience of the STAR® SYSTEM and PLUS® System ATM networks.

In every Bank of California office, our staff members are knowledgable
and welcoming. They know the bank's financial products and services. They
know their clients. Most importantly, they know how to match each client's
needs to the products and services best suited to meet those needs.

Real Estate Banking, investing in the land
The bank's Real Estate Banking Group, operating from eight regional locations
in California, Oregon, and Washington, senses the dynamic real estate market
by financing developers, providing mortgage products, and through lines of
credit to mortgage banking companies.

We recognize that real estate financing is a distinct line of business, requir-
ing special expertise and training. Our real estate banking professionals are as
knowledgable and experienced in real estate as they are in finance.

We have identified attractive segments within the real estate lending field,
and have developed products and services to meet the needs of each. For the
individual, The Bank of California has mortgage and equity financing. For
developers, our bankers put together construction and development financing
for residential, commercial, and industrial projects.



D O M E S T I C B A N K I N G

Several years ago, anticipating deregulation, we
realized we could not compete successfully with the
major money center banks in all financial markets.
So we studied other deregulated industries carefully
and decided that to survive and prosper in a highly
competitive market, we would have to be very selective
about choosing our markets and organizing our bus-
iness around them.

Private Banking, a way of doing business
The term "private banking" is as much a description of the way we do business
as it is a market definition. It means meeting the needs of our clients, tailoring
our products, services, and pricing to provide superior service to a select client
base. It also means doing business with clients who appreciate the value of
that service and are willing to pay more to receive it.

Our products and services may be similar to those provided by other
financial institutions, but we differ from our competition by our flexibility—
tailoring services and terms to fit our clients' specific financial needs. Our
commitment to superior delivery, unparalleled accuraq', and troubleshooting
on behalf of our clients are key components of the way we do business.

What do we offer our clients? A product line that includes secured and
unsecured lines of credit with check access; the standard complement of trans-
action accounts (checking, money market, NOW accounts); access to superior
Investment and Trust Divisions; and Private Service Line, a distinctive telephone
banking service available to clients toll-free from anywhere in the world from
8 a.m. to 7 p.m. daily; and much more. Perhaps more important to our clients
than any individual product, however, is our commitment to provide value-
added service through well-qualified bankers.

Who are our clients? They include partners in some of the best-known
accounting and legal firms in our markets, senior executives of major corpora-
tions and smaller privately-held, middle-market corporations and their owners.
Many of our clients are household names in the business communities where
our offices are located. They wield significant influence in these communities,
and we recognize that fact.

Working for The Bank of California means that you work for the bank
that defined private banking on the West Coast. It also means a commitment
to superior service quality whether you work directly with clients or provide
support "behind the scenes." Private banking is no more and no less than the
people who deliver banking service to our clients.



B A N K I N G S E R V I C E S D I V I S I O N

The Bank of California is a highly competitive provider
of cash management and other operating services to
clients of our domestic bank. The Banking Services
Division is responsible for the sale, development, and
delivery of these services, which are distinguished by
their quality and timely delivery. The division is com-
prised of the Corporate Services, Payment Services, and
Client Support Services units.

Corporate Services
The bank is a leader in providing non-credit sendee to large, middle market,
and small companies. Typically, these services are divided into three categories:
disbursement, depository, and information services.

Disbursement services include electronic deposit of payroll, controlled
disbursement sendees using our Portland Office, automated account reconcile-
ment, and various other electronic payment and transaction sendees.

Depository sendees include a lockbox sendee to receive our clients' cus-
tomer payments in our four operating centers, receipt of electronic and wire
transfer payments, and the gathering and concentration of our clients' funds
from around the country on an automated basis.

Information services include TELLUS—an advanced electronic communi-
cations system that provides significant information on a daily or hourly basis
to our clients by various electronic communication methods.

We have equipped and staffed ourselves to offer state-of-the-art products
and sendees that meet almost any client requirement. We have a sophisticated
and competitive product line, and we have a philosophy of personal service
that allows us to accommodate unique requirements and customize our service
capabilities.

The products are sold to clients by a professional sales force located in
our major offices and operating centers. You can expect to see clients visiting
our facilities to meet the managers and staff members who work on their
banking activities.

The key to our success in non-credit services has been a combination of
people, products, location, and bank commitment.



Corporate Banking, a strategic partnership
We see corporate banking relationships as just that—relationships, rather than
a series of unrelated transactions. But relationships only work when the partners
in the relationships are equally committed to solving the problems at hand.
For that reason, we invest considerable time and energy in recruiting, training,
and retaining the very best bankers we can. And many of our corporate banking
officers have been with the bank for many years.

At The Bank of California, we believe the best banking services are those
that are tailored to the needs of the marketplace—and our clients.

Through our banking organization, we're able to offer our client com-
panies presence and operations throughout the West as well as the advantage
of very local, very personal service. Our bankers are as familiar with the Seattle
and Portland markets as they are with Los Angeles and San Francisco.

We are unique in the relationship we enjoy with our parent, The Mitsubishi
Bank, Limited. Mitsubishi, one of the world's largest financial institutions, helps
provide us with the resources we need to offer large-bank advantages to our
clients—all without losing the individualism and sendee-orientation of a small-
er bank.

The global sphere of influence and operations Mitsubishi offers enables
us to better serve multinational clients and domestic clients with markets and
manufacturing facilities overseas. Through Mitsubishi Bank we offer a wide
variety of international banking services, capital sendees and consulting, and
investment banking capabilities in the United States and financial centers
throughout the Pacific Rim.

We've set high standards for our own success at The Bank of California.
Our money market performances are consistently rated among the top in the
country. Our service ratings from clients are very strong. Our operations
capabilities, enhanced by the creative application of technology, rank high for
performance in the area of speed, accuracy, and responsiveness.



I N T E R N A T I O N A L B A N K I N G

The Bank of California has been involved in the field
of international banking since William Ralston s time,
and, as a matter of historic interest, issued the first
commercial loan ever made by an American corpora-
tion to the Japanese government in 1872. But then,
the Pacific Rim countries always have been a natural
markeplace for the bank.

Our first overseas office, established in the Philippines in 1963, was desig-
nated to support the needs of our corporate clients, however, local commercial
banks soon became our primary customers.

Subsequent expansion of the International Banking Group has been based
on the premise that personalized service both here and overseas, when com-
bined with state-of-the-art execution, would enable the bank to remain both
competitive and profitable in a highly desirable market segment. The success
of our group in making this concept work well has been demonstrated over
the years by our significant contribution to the bank's bottom line, as well as
by our continuing expansion during a time when most major financial institu-
tions have either withdrawn from this business or have been consolidating
their efforts.

Being bankers to overseas banks has led the International Banking Group
to develop a global network. We have offices in London, Manila, Seoul, and
Tokyo, supported by representative offices in Bangkok, Bombay, Cebu, Hong
Kong, Kuala Lumpur, Sao Paulo, and Taipei. Cooperation between these offices
is a key element of our success, as on any given day, we could be involved in the
financing of soy beans from Oregon to Korea, rubber from Thailand to Japan,
or iron ore from Brazil to Malaysia.

In the United States, offices with international capabilities are located in
Los Angeles, New York, Portland, San Francisco, and Seattle. The primary mission
of these units is to handle acceptances, cash letters, export bills, and letters
of credit directed to us by our oversea clients.

Additionally, these offices serve as the home base for our Trade Develop-
ment bankers. This corps of experienced business developers works closely
with our geographic area staff members to develop relationships with domestic
companies involved in foreign trade. The resulting business involves both
credit and service products and, frequently, expands into broader relationships
encompassing cash management and trust services.

The International Banking Group also provides international support to
clients of our domestic bankers. This cooperation brings dual benefit to the
bank, earning fees and generating additional reciprocal business.



Payment Services
This unit delivers the bank's item processing sendees to both private and
corporate clients. Through a network of Service Centers in Seattle, Portland,
San Francisco, and Los Angeles, we receive and process all the bank's incoming
and outgoing checks —about 100 million items per year. Using sophisticated
check processing equipment and nationwide transportation systems, Service
Center staff members ensure that checks are received, processed, and sent on
to other clearing banks as quickly and as accurately as possible.

Payment Services is also responsible for the card-based sendees, such as
MasterCard, Visa, American Express Gold, and an automated teller machine
card, offered to our clients for account access on a nationwide basis. Payment
Services supports all these services by processing requests, issuing cards, main-
taining client information files, and responding to client inquiries.

Client Support Services
The Private Service Line provides transactional banking sendees to our most
valued clients. PSL clients can take care of their banking business by telephone
from 8 a.m. to 7 p.m., Monday through Friday, because they have easy access
to a staff of reliable, efficient, and professional bankers. This innovative sendee
makes it possible for our private bankers to devote quality time to the develop-
ment and expansion of profitable credit, deposit, and investment business.

Client Sendees supports all corporate cash management products and
services by providing high quality operations service to our business clients.
From one centralized location this staff of highly trained, experienced bankers
answers all questions from clients or bankers regarding cash management
products and services.



TRUST AND INVESTMENT MANAGEMENT

The word "trust" comes to us from roots in many
languages and many cultures. But there s a common
thread in all these beginnings—they all originally
suggested the twin concepts of faithfulness and truth.

Those are not bad origins for a business which is built on helping individ-
uals and businesses take care of their assets. People don't entrust lightly the
assets they've inherited or built. For that reason, the strategy that The Bank of
California has pursued—building personal, long-term relationships—fits per-
fectly into the marketing of trust services.

Our Trust Group is made up of people who specialize in working with
a wide variety of clients to keep track of, manage, and increase their assets

Private Trust Services
In Private Trust, officers work with individuals and their families to plan how-
best to manage their financial affairs as circumstances change in life. People
use private trust sendees to plan for their children's futures, to help a surviving
spouse manage financial matters more comfortably, to relieve themselves of
some of the burden of day-to-day financial management. Trust administrators
are among the most flexible and versatile people in the bank. They may do
everything from paying monthly bills for globe-trotting clients to supendsing
real estate to giving investment advice.

Employee Benefit Trust Services
Most companies, from very small to very large, provide to their employees a
variety of employee benefit plans from pension sharing plans to 401(k) plans.
It is critical these companies work with a professional fiduciary partner to
administer, track, and manage these assets. Professionals in Employee Benefit
Trust provide comprehensive, responsive trust administration, plan administra-
tion, and investment management services. They work with companies to design
and implement employee benefit programs and provide reporting, clearance,
settlement, and accounting services to ensure smooth operation of these plans
on an ongoing basis.



I N V E S T M E N T D I V I S I O N

Its difficult to imagine a time when the market offered
more opportunities to investors. Investors can put their
resources into everything from stocks and bonds to
money market instruments and precious metals. De-
regulation has blurred the lines of who does what,
and the bank has acted to position itself to meet the
challenges.

Our Investment Division advises clients on financial matters, helps them
develop investment strategies, and manages their investment transactions. Both
individual and institutional investors benefit from our solid combination of
professional expertise and personal attention.

The bank's size enables us to offer all the products and services normally
made available by the largest money center institutions, including municipal
and US. Treasury obligations, federal agency securities, money market instru-
ments, and foreign exchange trading.

However, this vast array of activities does not prevent our Investment
Division staff members from maintaining a high degree of personal service
and individual attention for every investor served.

A separate but integral part of the Investment Division is BanCal Investment
Services, Inc. (BISI), a subsidiary formed in 1986 to meet a new federal regu-
lation that requires banks selling certain securities to register as broker-dealers.
BISI handles discount brokerage services, some mutual funds, the Daily Tax
Free Fund, and municipal bond unit trusts.



H E A D O F F I C E D I V I S I O N S

Our bankers draw on the professional services of a
number of support groups within the bank. These staff
members—lawyer's, accountants, and marketing and
human resources professionals—contribute their ex-
pertise to the bank's success.

The Audit Division continuously reviews and measures the bank's com-
pliance with internal and external operating regulations, helping to ensure
that the services we provide our clients are secure and reliable. Staff members
in the Controller's Division earn' out the bank's business responsibilities—
maintaining financial, budgetary, and tax records—and help develop the bank's
business plans.

The Human Resources Division provides comprehensive human resources
sendees—ranging from recruitment and employment to payroll processing, to
compensation analysis and benefits. Qualified professionals provide support
and guidance in meeting the bank's commitments to affirmative action and
employee relations.

The bank's Legal Division is staffed by experienced attorneys, well qualified
in their fields of expertise. This in-house legal staff provides advice on banking
operations, trust, consumer, and personnel matters and drafts the customized
loan documentation required by our private, corporate, and real estate lenders.

Bankers receive support from a group of qualified professionals in the
Marketing and Corporate Communications areas. Marketing and product
management staff members work with bankers to develop new products and
to maintain and enhance existing sendees. These professionals also measure
our competitors' sendees and help create and implement strategies for our
bankers. Creative services, including advertising and collateral materials, staff
and client communications, and public relations are the realm of Corporate
Communications.



Investment Management Services
Through Merus Capital Management Services, the bank provides investment
management to individuals, families, companies, and non-profit organizations.
A group of investment professionals manages a range of investment sendees
designed to meet the varying yield and risk objectives of our clients.

Superior investment performance doesn't just happen. Experienced
analysts and portfolio managers in this group pool their knowledge of the
market, anticipate economic trends, and research industries and investment
options to deliver results that meet predetermined criteria.

Global Custody
Today, more than half the money raised by global corporations is in currencies
other than the U.S. dollar. Global Custody helps large institutions diversify their
portfolios into these high-yield overseas investments. Professionals with ad-
vanced information processing systems make it possible to meet the complex
accounting and custodial requirements of international investing.

Even before it affiliated with The Bank of California, Mitsubishi Bank of
California was granted a special exemption by the U.S. Department of Labor
and became the first U.S. institution to hold pension assets abroad. Today,
practiced administrators continue to secure for our clients all the benefits of
participating in the world's major financial markets without sacrificing the
custodial standards of investing at home.



Parent Company

BanCal Tri-State Corporation
400 California Street
San Francisco, CA 94104

a wholly owned subsidian of

The Mitsubishi Bank, Limited
7-1, Marunouchi 2-chome,
Chiyoda-ku
Tokyo 100, Japan
(03)240-1111

Principal Subsidiary

The Bank of California, i\' A
400 California Street
San Francisco, CA 94104
(415)765-0400

Principal Subsidiaries of
The Bank of California, N.A.
The Bank of California
Capital Services &
Consulting, Inc.
550 South Flower Street
Los Angeles, CA 90071
(213) 972-2104

Bank of California
International Corporation
2 World Trade Center, ^1410
New York, NY 10048
(212)323-9537

Bancal Investment
Services, Inc
400 California Street
San Francisco, CA 94104
(415) 765-0400

Banking Offices

California

Auburn
874 Lincoln Way
Auburn, CA 95603
(916) 885-3701

Beverly Hills
9401 Wilshire Blvd
Beverly Hills, CA 90212
(213) 273-7200

Carlsbad
840 Elm Avenue
Carlsbad, CA 92008
(619) 729-7944

Cbula Vista
410 "H" Street
Chula Vista, CA 92010
(619) 426-5330

City of Industry
1675 Hanover Road
City of Industry, CA 91744
(818) 965-0881

Encino
16830 Ventura BKd
Encmo, CA 91436
(818) 501-8961

Escondido
Main Office
140 N Escondido Blvd
Escondido, CA 92025
(619) "46-5200
Valley Parkway
1940 E Vallev Parkway
Escondido, CA 92027
(619) "4"-5500

Fresno
1314 E Shaw Avenue
Fiesno, CA 93710
(209) 224-2002

Gardena
1600 W Redondo Beach Blvd
Gardena, CA 90247
(213) 532-3360

Garden Grove
11900 Brookhurst Street
Garden Grove, CA 92640
(7l4) 534-0300

Greenbrae
300 Drake's Landing Rd , #150
Greenbrae, CA 94904
(415)461-4343

Irvine
3900 Michelson Drive
Irvine, CA 92715
(714) "86-2022

La Habra
2001 W Whittier Blvd
La Habra, CA 90631
(213) 694 3636
(714) 870-1100

La Mirada
15006 La Mirada Blvd
La Mirada, CA 90638
(213) 635-8133
(714) 523-3300

Los Angeles
Mam Office
550 South Flower Street
Los Angeles, CA 90071
(213) 972-2000

800 Wilshire Office
800 Wilshire Blvd
Los Angeles, CA 90017
(213) 621-1200

Asia Pacific Banking Center
Little Tokyo
321 E Second Street
Los Angeles, CA 90012
(213)680-2650

Mission Viejo
25522 Marguerite Parkwa\
Mission \ ie|0, CA 92692
("14) ~68 8100

Modesto
1124 J Street
Modesto, CA 95^54
(209) 5"6 2000

Newport Beach
1-401 Dove Street
Newport Beach, CA 92660
C14) 833-3511

Oakland
Mam Office
1970 Franklin Street
Oakland, CA 94612
(415) 891-9505

2000 Franklin Street
4th Floor
Oakland, CA 94612
(415) 891-9925

Palm Springs
601 East Tahquitz Way
Palm Springs, CA 92262
(619) 323-4241

Palo Alto
755 Page Mill Road
Palo Alto, CA 94314
(415) 493-8822

Pasadena
35 North Lake Avenue
Pasadena, CA 91101
(818) 793-9525

Placentia
111 E Yorba Linda Blvd
Placentia, CA 926"0
(714) 996-5500

Poway
13100 Poway Road
Poway, CA 92064
(619) 748-2000

Rancho Mirage
71 950 Highway 111
Rancho Mirage, CA 92270
(619) 340-5385

Redding
1805 Market Street
Redding, CA 96001 '
(916) 243-7000

Riverside
Inland Empire
3403-10th Street, #700
Riverside, CA 92501
(714) 781-0990

Sacramento
"70 L Street »1-<00
Sacramento, CA 95814
(9l6)32l6"00

San Diego
Mam Office
110 West A Street
San Diego, CA 92101
(619) 238-~400
Mira Mesa Office
8198 Mira Mesa Blvd
San Diego, CA92126
(619) 566-5200
.Mission Valley Office
1455 Frazee Road
San Diego, CA 92108
(619) 29" 9960
Rancho Bernardo Office
11811 Bernardo Plaza Court
San Diego, CA92128
(619) 487-6100

San Francisco
Mam Office
400 California Street
San Francisco, CA 94104
(415) 765 0400

Asia Pacific Banking Center
425 Montgomery Street
San Francisco, CA 94104
(415) 47"-0800

San Jose
224 Airport Parkway
San Jose, CA 95UO '
(408) 995-5455

San Marcos
190 S Rancho Santa Fe Road
San Marcos, CA 92069
(619) "44-5511

San Mateo
2755 Campus Drive, #165
San Mateo, CA 94403
(415) 570--362

Stockton
1919 Grand Canal Blvd ,
#C-4
Stockton, CA 95207
(209) 473-3101



S E R V I C E S M A N A G E M E N T

The Services Management Group provides data proces-
sing, security, and property management services for
all bank units.

The Information Systems and Services unit operates the computers on
which our transaction-based and information systems run. This group makes
on-line systems available to both our bankers and clients. A staff of analysts
and programmers maintain and enhance our operating systems and applications
software to support the bank's full range of products and services. Systems to
support new banking products are developed by this staff of dedicated profes-
sionals as well.

The Property Management unit supports the construction, rental, manage-
ment, and daily operations of our offices, highrise buildings, service centers,
garages, and cafeterias. The Security unit provides 24-hour guard services in
our highrise buildings and service centers and assists in a variety of security
issues vital to our business. Centralized purchasing, warehousing, in-plant
printing, and microfilm processing sendees also are provided by Services
Management.

The Bank of California—an illustrious yesterday and
a successful today. But how can we assure a prosper-
ous tomorrow? More strategic partnerships. Partner-
ships that take advantage of the bank's market position,
strength, reputation, and resources.

Today, we're proud to be welcoming our newest
partner to The Bank of California—you. We look for-
ward to your ideas and your enthusiasm. Together,
we're certain our bank and our clients will have a
most rewarding future.



Walnut Creek
100 Pringle Ave. #700
Walnut Creek, CA 94596
(415) 947-1133

West Covina
200 S. Vincent Avenue
West Covina, CA 91790
(818) 919-5761

Yuba City
North Valley
416 Center Street
Yuba City, CA 95991
(916) 671-7891

Oregon

Eugene"
200 E. llth Avenue
Eugene. OR 97401
(503) 683-9567

Portland
407 S.W. Broadway
Portland, OR 97205
(503) 225-3636

Washington

Bellvue
155-108th Avenue
Bellevue, WA 98004
(206) 453-0302

Seattle
910 Fourth Avenue
Seattle, WA 98164
(206) 587-6100

Tacoma
1011 Pacific Avenue
Tacoma, WA 98402
(206) 591-2500

Trust Offices

California
Beverly Hills
9401 Wilshire Boulevard,
6th Floor
Beverly Hills, CA 90212
(213)205-3059

Los Angeles
550 S. Flower Street,
3rd Floor
Los Angeles, CA 90071
(213) 972-2189

Newport Beach
1401 Dove Street
Newport Beach, CA 92260
(714) 476-2834

Palm Springs
601 East Tahquitz Way,
2nd Floor
Palm Springs, CA 92262
(619) 778-0256

Palo Alto
755 Page Mill Road, #A-125
Palo AJto, CA 94304
(415) 858-0111

Sacramento
770 L Street, #1400
Sacramento, CA 95814
(916) 321-6775

San Diego
110 West A Street, #240
San Diego, CA 92101
(619) 238-7400

San Rafael
1135 A Street
S.an Rafael, CA 94901
(415) 459-4980

San Francisco
400 California Street
San Francisco, CA 94104
(415) 765-2931

Oregon

Portland
407 S.W. Broadway
Portland, OR 97205
(503) 225-2916

Washington

Seattle
910 Fourth Avenue, 7th Floor
Seattle, WA 98164
(206) 587-3691

Tacoma
1011 Pacific Avenue
Tacoma, WA 98402
(206) 591-2078

International

London
18 Finsbury Circus
London EC2M 7BP
England
628-1883

Manila
121 Paseo de Roxas
2nd Floor
Makati, Metro Manila
Philippines
86-30-56/7/8

Nassau
c/o International Banking
400 California Street
San Francisco, CA 94104
(415) 765-2866

New York
2 World Trade Center, #1410
New York, NY 10048
(212) 323-9537

San Francisco
400 California Street
San Francisco, CA 94104
(415) 765-0400

Seoul
Kyobo Building, 12th Floor
1, Chongro 1-ka, Chongro-ku
Seoul 110, Korea
732-9525

Tokyo
Palace Building,
1-1, Marunouchi,
1-chome, Chiyoda-ku
Tokyo 100, Japan
(03)'214-24ll

Representative Offices

Bangkok
183 Rajdamri Road,
llth Floor
Bangkok 10500,
Thailand
251-5310

Bombay
91-92, Mittal Court
B-Wing Nariman Point
Bombay 400 021, India
230-532

Cebu
Aniceta Building,
2nd Floor
849 Osmena Boulevard
Cebu City, Philippines
9-68-80

Hong Kong
1606 Admiralty Centre,
Tower I
18 Harcourt Road, Centra!
Hong Kong
299-000

Jakarta
Wisma Kosgoro, Level 10
JalanM.H. Thamrin 53
Jakarta 10350,
Indonesia
(21) 320576

Kuala Lumpur
Bangunan Angkasa Raya,
22nd Floor
Jalan Ampang
Kuala Lumpur 05-06,
Malaysia
242-7819

Sao Paulo
Av Paulista, 460-14 andar
CEP 01310 Sao Paulo.
Brazil
289-3707

Taipei
30. Chung Ching
South Road, Section 1
Taipei 100, Taiwan
R.O.C
311-0551

'Loan Production Office

e 1989, The Bank of California





A Strategic Partnership: 2

The Bank of California and

Mitsubishi Bank, Limited

The Rising Pacific Tide 8

Pure Gold: 11

The First Japanese-American

Business Contract

Two Unique Organizations 12

Join Forces:

A Close Look at Mitsubishi Bank,

Limited and The Bank of California

Our Coier Symbols of an alliance thai spans the
Pacific Basin are displa>ed on an island of slate from the
California gold country
1 Yataro Iwasaki, Founder of Mitsubishi Bank, Limited
2 Wil l iam Ralston. Founder of The Bank of California
3 Japanese currency —Yl,000 depicts Hirobumi Itotsee

page 11)
4 The three diamonds of Mitsubishi — derived from

Yataro Iwasaki's f amiK crest
5 Niboos, the old Japanese com system that was replaced

bv the ven in the 18"7Os (see page 11)
6 Bankers' scale of the 1860s used to weigh and measure

gold coins
7 Old United States currencv and gold coins from

The Bank of Cahformas Monev Museum of the West
8 A Bank of California ATM card, an integral part of the

electronic age of banking
9 A miner's leather pouch and several gold nuggets mined

during the 1860s in Cal i fo rn ia , also from the
Monev Museum



........:!l!!!l

pfllllfl̂
j|||);p||||||l|ll

lil|llii|lllllli|j|illli
ii||tf|||̂

|l|lll|ll|i||iB̂
|||||i||f||̂
|||§i|i||||̂ ^

ijii^^

:||l||iiililllilillllliiliiji

jJIIIffllif̂ ^
iiliiliiiifili
::,:'':::::';-:V::,:::x::::::'':'' ::'''x x-.:'::":' :x:x-^-? x:':::Xv:.:x:x::'x:x:::x:':::x"x:x-x::-x'x:x- ':•;':'•';-'':'::'':.':-:.,:.".:.'•''':':.-:-:.':: :x,:.':: ::';'x'x' .' '':'.'.: x ". :: '.'''x-::: :x:/':x;':' x':-:';'/'.: :x-.:::- :'::-.:x:x::-.:x::: :"x::'x:x:x: :x'x':: :x:.:x: :::x:x:.:':x:x:x-x:x'x::'':x-x': ::;:x:x'x:x:''x:x"::x:x:x:x"x

i;|ili)||l|l|i||}|i

lIlIll!Hlill::Biiii*
x¥;:::>¥:;-SxaS:4:¥:;'tr:-:-J??;SK::J;:::::i::Ss4:;;?J';S';S'^K7^Vy-?^::^.•ff^':ffl::'^^;^:y':<*':yfy''" ;;;":':: • : "̂ S;:::™:;̂ :;-̂ ™?':̂ ^



THE BANK OF CALIFORNIA
AND MITSUBISHI BANK,
LIMITED

E i r Y rot IP CENTI WIES AGO /MIYAMOTO MUSASHI WAS
EORN IN JAPAN f i r WAI AN EXTRAORDINARY MAN -A GREAT
W\RRIOR SAMURAI PHIIOSOPHER AND ARTIST UPON HIS
RI 7 IREMENT PRO* ? nn n s OEBATTI r HP DFVFLOPFDA PSYCHO
fOGfCAl Gmnr 'fO SI RATEGY AND RECORDED HIS THOUGHTS

BOOK OF FIVE RINGS
'IODAY HISGUIDI I JVrS ON EMBRACED BY PHILOSOPHERS

\ ND lU 'SfNES^ PFOPJ E A I IKE AS A BRII I IA NT STUDY IN STRA
Fl GY / ONG HER AIDED BY ENTREPRENEURS! JAPANESE
d iiQOK_orrryr RINGS CA UGHT ON IN THE UNITED STATES
SOME YIARSACrO AS AMERICANS WERE CAPTIVATED BY
UUSASUISIDIA <• APOUT STRATEGIC PROGRESS TOWARD GOALS

In a sense, the relationship between

Mitsubishi Bank, Limited and The

Bank of California embodies the stra-

tegic insights Musashi evolved and

tested centuries ago. It is a relation-

ship based on independence, on

mutual support, on progress toward

ambitious but attainable goals. To

the relationship, Mitsubishi brings

the assets, reputation, and experience

of the twelfth largest banking institu-

tion in the world. The Bank of Cali-

fornia brings a unique and ongoing

relationship with the Pacific Rim,

launched more than one hundred

years ago, a three-state charter, and

an individual philosophy about pro-

viding financial services.

Musashi pointed out that strategic

progress depends on three things:

developing intuition, paying attention

to details, and allocating energy and

resources into activities that offer the

greatest possibility of yielding rewards.

The Bank of California-Mitsubishi

relationship has grown out of an

understanding and commitment to

those three principles. First, both

institutions have developed strategies

for the future based on an intuitive

understanding of fundamental changes

in the financial services industry and

trade relations worldwide,

For 120 years, The Bank of Califor-

nia has been forging an individualis-

tic identity based on serving very

specific markets very well. Respond-

ing to the challenge of the '80s, it has

learned to serve corporate and private

banking clients in a way that larger,

less flexible, less focused institutions

cannot. In an industry where the

lines between financial institutions

are becoming increasingly blurred,

The Bank of California stands out in

sharp, clear focus. Our bankers are

Westerners, with roots in a company

that is one of the West's oldest insti-

tutions. With that tradition and its

commitment to doing business with

the Pacific Rim, our bankers have

developed a finely honed sensibility

about dealing with banking col-

leagues in Asia.

Mitsubishi brings to the merged

organization size, scope, and sophisti-

cation in business and banking experi-

ence in the Far East. With banking



assets in excess of $100 billion, a

powerful presence in mam key Japan-

ese industries, and a keen understand-

ing of the dvnamic Asian marketplace

Mitsubishi stands as a giant on the

Pacific Rim Now launched on its sec-

ond centurv of business. Mitsubishi

has been in a serious expansion mode

for more than 20 vears
Particularly with the slowing pace

of growth in the Japanese economv.

and the actual decline in industrial

output of the Atlantic nations during

the first three years of the current
decade, Mitsubishi's international

strategists have increasingly turned

their attention to trade and invest-
ment opportunities in the rapidlv

expanding economies of the eastern

and western rims of the Pacific Basin-

China. Taiwan. Korea. Australia,

Singapore, Hong Kong, the resource
rich developing nations of Southeast

Asia—and California
Of all the Pacific Rim markets, the

West Coast of the United States has

for some time been the most intrigu-

ing to Mitsubishi's management

The wealth and diversity of its econ-
omy, its importance to other Pacific
Rim countries as grower and exporter

of essential agricultural commodities,

its technological leadership, and its

strategic importance as the eastern

focus of trans-Pacific trade were among
the vital economic considerations

that eventually led Mitsubishi to seek
a stronger base in the West Coast

financial services market through a
merger with The Bank of California

And The Bank of California's long-



CLIENTS WHO SEEK HELP IN ACQUIRING PLANTS AND
OFFICES, ESTABLISHING MARKETING AND DISTRIBUTION
SYSTEMS, FINDING JOINT-VENTURE PARTNERS, ARRANGING YEN
AND FOREIGN CURRENCY LOANS, THE BANK OF CALIFORNIA
AND MITSUBISHI CAN BECOME TRUE PARTNERS WITH CLIENTS
IN GOOD FORTUNE AND PROSPERITY.



standing relationships with major

Western corporations, its strong

middle market corporate banking and

private banking orientation, fitted

ideally with Mitsubishi's existing U S

operations Among the major indus-

trial corporations in Japan, the

Mitsubishi Group had been among the

most active in establishing trade and

business relationships with large

American multinationals The list of

the group's joint venture partners reads

like the first page of Fortune's 500

list- Westinghouse, Borg-Warner,

Union Carbide, Uniroyal, Caterpillar,
Chrysler

As lead banker for the group,

Mitsubishi has developed close ties
with these and other blue-chip

American companies. Also through

Mitsubishi Bank of California, it

has established similar relationships

with Japanese and American business-
es in Southern California Alliance

with The Bank of California provides

the additional contacts, local knowl-

edge, delivery system, and strong

client base to become a major com-

petitor in the broad middle segment

of the West Coast's financial services
market Thus each taking the path

they knew intuitively to be right,

Mitsubishi and The Bank of California

found themselves on the same road

Both institutions are equally char-

acterized by attention to detail The

Bank of California has built a business
around the concept that serving a few

clients verv well is wiser and more

profitable than attempting to compete

in a mass market Out of that concept

have grown the corporate and private

banking businesses.

Corporate banking has as its key-
stone industry specialization, devel-

oping banking expertise targeted and
tailored to the specific needs of spe-
cific businesses. Our corporate bank-

ers come by their industry expertise

organizationally; many are recruited

from the industries they now serve

Private bankers bring that same level

of commitment and concern, con-

stantly searching for new xvays to

make more services more available to

our private banking clients Whether

a client needs money management,

credit, trust, or investment services,

those services are available personally,

professionally, conveniently
So, too, does Mitsubishi focus on

the parts that create a sum greater

than the whole The bank's careful

move into more aggressive retail

banking, its cautious expansion in

American markets, its ability to

weather storms successfully in both

the Japanese and worldwide economy,

its early and innovative commitment

to automated data and information

management systems—all these signal

the character of a very large organiza-

tion paying attention to the smallest

of details

Finally, Mitsubishi and The Bank of

California are brought together by a

joint, powerful concern that the right

resources be allocated for the right

enterprises As Mitsubishi's Sam
Yamada, director, International Bank

ing Headquarters, has indicated, he

believes, like many prescient figures

in the world banking community, that

the center of world business is stead-

ily moving from the Atlantic to the



Pacific Rim. That move suggests that

an alliance of organizations knowl-

edgeable about the area, about both

Eastern and Western banking needs,

and about the culture, economy, and
character of both areas of the world

offers many opportunities.

How will the merged organizations

take advantage of such opportunities?

Many possibilities are still emerging.

For The Bank of California, the new

relationship provides an opportunity

to better serve American and foreign

clients who do business around the

Pacific Rim. The bank has been active

in financing and facilitating trade

in that area of the world for more

than a century. Today, to the bank's

own International Banking Group

network of offices in the United
States, Japan, Korea, the Philippines,
Thailand, and Malaysia, Mitsubishi

enlarges the international banking

reach with offices in Japan, mainland

China, Hong Kong, Singapore, Indo-

nesia, Australia, and many other

locations throughout Asia. The Bank

of California clients can look to us

and Mitsubishi for assistance in

virtually every important financial

service— trade financing, letters of

credit, short-term trade financing,

currency exchange. Of even more

significance are the kind of "advice

and counsel" services that Mitsu-

bishi's presence in the Far East will

enable us to arrange. For clients who

seek help in acquiring plants and

offices, establishing marketing and
distribution systems, finding joint-

venture partners, arranging yen and

foreign currency loans—all healthy,

growth-oriented activities—The Bank

of California and Mitsubishi can

become true partners with clients in

good fortune and prosperity.

For Mitsubishi, the merged organi-

zation represents a rare opportunity

for an Asian institution to deepen its

understanding of the Western market-

place. Some trades in talent will take

place. Mitsubishi bankers will come

to The Bank of California, working

side by side with American counter-

parts to learn more about meeting the

needs of Western. American, and
worldwide clients.

For both organizations, the new

relationship brings a competitive edge

to participation in the international

marketplace. The complex and

increasingly active international

capital market, fee-based advisory
services, sophisticated client banking

services for businesses and individu-

als with international concerns—all

these create opportunities for strate-

gically managed banks to flourish.

The Mitsubishi-Bank of Califor-

nia relationship truly is a strategic
one. It is rooted in a respect for

independence, common goals, mutual
admiration for two cultures, and a

prudent, lively interest in prospering

in today's international marketplace. D
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A significant economic milestone

was passed in 1982, when, for the

first time, the United States con-

ducted more trade across the Pacific

Ocean than across the Atlantic.

Trans-Pacific trade (passing through

the U.S. West Coast) amounted to

$121.2 billion that year, compared

with $115.8 billion for trans-Atlantic

tradef In 1981, trans-Atlantic trade

still had a $2.3 billion edge.

Of course, this shift did not occur

overnight. As early as 1975, accord-

ing to International Monetary Fund

(I.M.F.) statistics, U.S. trade with

all Asia had reached $55.3 billion,

just barely greater than the U.S. trade

of $54.2 billion with Europe. By

1980, that gap had widened to nearly

$20 billion in favor of U. S.-Asia trade.

By the beginning of this decade, U. S.

economic ties with Eastern Asia had

become at least as significant in the

balance of world power as our ties

with Western Europe have been for

the last 300 years. And because the

economies of East Asia continue to

grow far more rapidly than those of

Europe, all indications are that the

gap will continue to widen.

Though these figures may not seem

as eventful as, say. the discovery and

exploration of America by an Italian

sailor looking for spice routes to the

Indies, they nevertheless focus our

Western culture's ancient search

for the values and riches of the East

in a distinctly contemporary light.

Witness just a few of the recent

commentaries on this revolutionary

development:

Robert B. Oxnam, president of the

Asia Society, contends that the growth

of trade and investment between the

U.S. and Asia has "been one of the

most significant developments of the

last decade, one that will outstrip

America's relationship with Europe'.'

These figures for Asian trade refer only to
collective totals among the United States and
other non-Communist nations of the Pacific
Rim Japan, South Korea, Taiwan, Thailand,
Hong Kong, Malaysia, Singapore, Indonesia,
the Philippines, Australia, and New Zealand

Kermit Hansen, dean emeritus of

the School of Business Administra-

tion at the University of Washington,

takes the sentiment even further.

"This is the century of the Pacific!' he

wrote recently. "And bankers will play

a key role in its development!'

"The overwhelming European

influence on U.S. culture is on the

wane, giving way to the Orient, and

much of that can be attributed to the

growth of trade between our two

areas" says Sam Yamada, director,

International Banking Headquarters,

Mitsubishi Bank, Limited.

This shift is having a profound

influence on the United States, and

it's not just bankers taking note of it.

Americans are becoming more aware

of the values of Asia, from corpora-

tions looking to increase worker

morale and productivity through the

Japanese-inspired quality circles, to

individuals enrolling in courses on

transcendental meditation. At the

same time, businesses, from major

banks to minor boutiques, are acceler-

ating their expansion or moves from

the East to West Coast.

Americans have always been pio-

neers and expansionists, whether into

new territories, ideas, or opportuni-

ties for enrichment. The Pacific Rim

seems to be the latest frontier for our

restless growth. And this confronta-

tion of different cultures across the

Pacific is really, in its truest sense, a

renewal of the capacity of the New

World to constantly assimilate and

modify the old. This time, the culture

of the latest frontier, this Pacific Rim

gold mine, happens to be quite differ-

ent from anything encountered before

—and as likely to enliven and modify

the American culture as Western

values have penetrated and influ-

enced the cultures of the Pacific

Rim countries.

Most of the differences are obvious:

Ours is an aggressive, relatively

youthful culture, comprised of quite

diverse peoples, rooted in European

philosophical traditions but highly

individualistic, jealous of its accom-

plishments, and protective of its eco-

nomic might. The Pacific Rim nations

are remarkably homogeneous: They

share a culture rooted in thousands of

years of traditions and time-honored

relationships.

Many of the deeply rooted patterns

we discern might be termed "Confu-

cian!' after the great Chinese philoso-

pher of the fifth century B.C.: strong

family ties, respect for ancestry and

authority, emphasis on the value of

education, great regard for govern-

IEREKNOWNAS
RELIABLE BANKERS. TO
PEOPLE WHO PLACE
THE UTMOST WPO&
TANC8-QN PERSONAL
TRUST AND A HAND-
SHAKE, THAT PUTS US
IN AN ELITE LEAGUE
INDEED.

ment and bureaucracy as a high art,

distrust of formal rules and regula-

tions, and less respect for the niceties

of law or abstract principles than for

preserving commitments to human

relationships and mutual adjust-

ments to solve disputes. According to

Roy Hofheinz, Jr. and Kent Calder,

both Harvard experts on East Asian

politics and culture, the patterns and

organization which account for the

rise of the Pacific Rim are shared

commonly across all the countries of

the region.

One of the most striking character-

istics shared by these nations, aside

from common ancestors and written

languages, is their shared traditions.



''The traditional Eastasia was a land of

highly specialized farmers!' Hofheinz

and Calder write. "While moderniza-

tion has driven people from the land

to the factories and cities, these dis-

placed farmhands are disciplined and

tireless. It is no accident, for example,

that in Taiwan today some of the

most efficient assembly line workers

are country women who only 10 years

ago were experienced and careful

transplanters of rice seedlings. Agri-

cultural backgrounds have taught

Eastasians the importance of thr if t ,

industriousness, independence, and

property ownership —all keys to a

'modern attitude!"

"The people of many Asian coun-

tries seem to share an ethos of self-

.HE PACIFIC RIM
NATIONS ARE REMARK-
ABLY HOMOGENOUS.-
THEYSHAREA
CULTURE ROOTED IN
THOUSANDS OF YEARS
OF TRADITIONS AND
TIME-HONORED
RELATIONSHIPS.

sacrifice and dedication to the

common good," says Saburo Okita,

president of Tokyo's International

University. "The work ethic and disci-

pline are stronger [in the Pacific Rim]

than in Europe or North America!'

Indeed, that famous thr i f t and

industriousness have made the rest of

the world take notice. For the 10

years up to 1982, for example, the

average compounded growth rate of

Japan, Hong Kong. South Korea,

Taiwan, and Singapore was 8.2 per-

cent per year, compared with only 2.7

percent for France, Britain, West

Germany, Italy, and the Netherlands.

Even as recession engulfed much of

the Western world in 1981, most

non-communist Asian nations

achieved growth rates of between

3 and 7 percent for the year. In Hong

Kong and Singapore during that same

period, output surged by 10 percent.

As Time magazine reported. "These

Pacific powerhouses contributed

more to the increase in world produc-

tion than the U.S., Canada, and

Europe combined!' Though those

exceptional growth rates have fallen

off in the wake of the recession,

some analysts project that Asian econ-

omies will grow at an annual rate

of 6 percent or so for the rest of

the decade.

Given the ripe opportunities

afforded American businesses engaged

in trade or investments with Pacific

Rim countries, it may seem axiomatic

to mention that many of these oppor-

tunities derive from a recognition of

common values. In fact, it is in the

very heart of the developing econo-

mies of the Pacific Rim that one finds

an affirmative echo of that great

experiment called American capital-

ism. Our Asian counterparts histori-

cally have been eager to learn the

lessons of prosperity that we've

been "lending" them for the last

three decades.

That "loan!' of course, has proven a

valuable boon for the lenders as well

as recipients. It has given American

bankers, to name only one group of

beneficiaries, unique opportunities to

serve a vast and dynamically expand-

ing market.

The Bank of California, because of

our century of financing or facilitat-

ing trade between the U.S. and other

Pacific Rim countries, is viewed as

one of the few major U. S. banks

serving the region—notwithstanding

our smaller size relative to other inter-

national banking competitors.

"We're viewed as an institution

that'has stood through adverse eco-

nomic and political cycles as well as

during the good times!' says Magan

Patel, senior vice president in The

Bank of California's International

Group. "Along with our good reputa-

tion for service and our quick under-

standing of the needs of our Asian

partners, this has given us a unique

name and prominent position across

the Pacific. We're known as reliable

bankers. To people who place utmost

importance on personal trust and a

handshake, that puts us in an elite

league indeed. Only half a dozen other

U.S. banks can claim membership

with us!'

On the other side of the Pacific,

Japan's Mitsubishi Bank has formu-

lated quite a league of its own. In

recent years, its foreign banking

operations in the region have changed

dramatically, and an increasingly

larger portion of its assets has been

committed to the financing of foreign

credits. To a large degree, The Bank

of California's partnership with one

of Japan's leading financial institu-

tions recognizes, symbolically as well

as practically, that the economic

health of the Pacific Rim. and in fact

of the world, depends upon the coop-

erative efforts of the United States

and Japan. U.S. and Japanese

responses to the problems they face

will affect all other nations of the

Pacific Basin.

Says Mitsubishi's Sam Yamada.

"The joining of our two organiza-

tions, in this context, focuses our

great hope that solutions to the many

challenges facing the Pacific Rim and

U.S.-Asia relations can be achieved

through intelligent pursuit of our

mutual interests in trade and financ-

ing. When we combine our resources,

we succeed in benefiting not only

our own people, but also those

who depend upon our activities to

help them build strength, too!'

The Pacific Rim is a neighborhood

worth watching in the years to come. D
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Two Unique
Organiza-
tions Join
Forces
A CLOSE LOOK AT MITSUBISHI
BANK, LIMITED AND THE
BANK OF CALIFORNIA

MITSUBISHI BANK, LIMITED

Pacific Alliance

Mitsubishi Bank, Limited, ranks

among the 12 largest commercial

banks in the world, operating 226
branch offices in Japan, most of which

are concentrated in the metropolitan

precincts of Tokyo and Osaka. These

branches serve as an enormously effi-

cient conduit for the flow of private

capital from nearly 16 million deposi-

tory and investment accounts into the

industrial and commercial sectors of

the Japanese economy. In terms of

assets it is larger than all but two U. S.

banks, Citibank and Bank of America.

The bank is a member of, and lead

banker to, the Mitsubishi Group, a

loosely knit affiliation of more than

40 corporations, all publicly held with

independent management. It is the

common history, tradition, manage-

ment philosophy, and name that the

companies share. Seen as a group, the
revenues of these companies account

for an estimated 10 percent of Japan's

gross national product and are the
largest of all such groups in Japan.

The banking activities of Mitsubi-

shi Bank are by no means limited

to the Mitsubishi Group. Loans to

companies in that group amount to

only 8.3 percent of the total loan port-

folio. Mitsubishi's banking operations

extend beyond Japan and the Asia-

Pacific to most of the leading finan-

cial centers of North and South

America, Western Europe, and the
Middle East. In addition to assisting

Japanese clients engaged in business

and trade abroad, its 26 overseas

offices and 10 international financial

subsidiaries serve as commercial and

investment bankers to an impressive

list of foreign corporations, govern-

ments, and public entities.

Before its acquisition of The Bank

of California, Mitsubishi conducted a

predominantly retail banking and

Japanese related banking business in

California through a wholly-owned

subsidiary, Mitsubishi Bank of Cali-

fornia (MBC). MBC, with combined

assets of approximately $700 million,

operates 22 offices in Southern Cali-

fornia and three in Northern Califor-

nia. International banking activities

are handled by Mitsubishi Bank. Lim-

ited offices in New York, Chicago,

Los Angeles, and Houston.

The Three Diamonds

The bank and its affiliated compa-
nies in the Mitsubishi Group trace

their common origin to a firm called
Tsukumo Shokai, which was licensed

by the Imperial government in 1870

to conduct a coastal shipping business

between Tokyo, Osaka, and Kochi.

At that time Japan was just emerg-

ing from centuries of isolation and
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Nothing Seemed Impossible1

William Ralston, the man chiefly

responsible for The Bank of Califor-

nia's founding and early development,

was a contemporary of Mitsubishi's

Iwasaki. It is even possible that the

two met in the 1870s, when Ralston

served as a consultant on finance and

monetary reform to the Japanese

government.

Had they met, they would have

found much in common. Both

began their careers in the shipping

business—Ralston as a partner and

sometime sea captain in a steamship

company organized to transport pros-

pectors to the West Coast during the

heyday of the California Gold Rush.

Both were adventurous, restless,

hard-driving men.

The man who conceived and cre-

ated California's first incorporated

commercial bank was also a leading

figure in financing the development

of Nevada's Comstock Lode, whose

immense deposits of gold and silver

formed the basis for many a San

Francisco fortune. Though an early

opponent of the Central Pacific rail-

road plan, he later served as a director

and staunch supporter of

the engineering company

that built both the

Central Pacific and Southern Pacific.

He was a founder, benefactor, and

first treasurer of the University of

California. And he built in San Fran-

cisco what was then the world's larg-

est and most beautiful hotel, The

Palace.

Under his leadership The Bank

of California helped put many

great western enterprises on their

feet—woolen mills, silk factories,

canneries, shipyards, and real estate

developments. During the Civil War

the bank was instrumental in financ-

ing the cultivation and export of

wheat from California to Europe and

the Atlantic states. The Bank of

California gave early financial sup-

port to the irrigation and reclama-

tion projects that would eventually

convert the arid grasslands and tidal

marshes of the San Joaquin-Sacra-

mento Valley into one of the world's

great granaries. In ensuing years our

financial backing and international

credit supported a rapid growth in

exports of California agricultural

products, canned goods, timber, and

minerals to world markets. We spear-

headed post-war efforts to bring

about banking and currency reforms

that would permit the orderly devel-

opment of domestic and interna-

tional commerce and, more than any

financial institution of

its time, the bank cham-

pioned and supported

the development of the

West Coast's trade with

China and Japan.

Through a merger with

the London and San

Francisco Bank, Ltd., in

1905, The Bank of Cali-

fornia acquired banking

offices in Oregon and

Washington. When we
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1871 Gold Standard is
adopted in japan; feudal
clam are dissolved and
prefectures established.

1872 Ralston and }apa-
ncsc government enter
into contract concerning
minting oj yen, first
agreement entered into
by an American busi-
ness and the Japanese,
government.

1875 Mitsubishi name is
adopted bv Iwasaki.
representing the three
diamonds of his
family herald, as
the surname of
the. conglom-
eration of
companies.

1880 The growth of the
discount and exchange
business gives rise to
Mitsubishi Bank. Fifteen
years later, the Banking
Division is organized as
an independent, concern,
strengthening Mitsubi-
shi's abiliiv to finance its
expansion.

1905 The Bank of
California merges with
London & San Francisco
Bunk, acquiring offices
in Portland. Seattle, and
I iicoma.

1906 San I'rancisco
earthquake and fire.

1908 Bank completes
I he first major commer-
cial building to rise from
I he ashes.

MITSUBISHI BANK, LIMITED

beginning to transform itself into a

modern industrial state under the
leadership of the Meiji (Enlightened

Rule) government. Yataro Iwasaki,
the founder of a new shipping com-

pany, was a Samurai warrior who

became a businessman after the

Samurai class was abolished by the

government. He was successful in

exploiting various opportunities and

established himself in the shipping

business. But his success did not

come easy. It was not until he survived

two cut-throat attempts, one by a

foreign-owned company and another

by a Japanese-government-sponsored

company, that his became the prin-

cipal shipping company in Japan.

The name Mitsubishi, adopted by

Iwasaki in 1875 as the surname for

his growing list of business enter-

prises, means three diamonds. It was

derived from the three-tier diamond

shape of his family crest. First

employed as the ensign of his ship-

ping line, the diamonds of Mitsubishi

have since become a world-renowned

symbol of three important elements—

fair service, equitable dealings in

quality products, and contributions

to society.

Mitsubishi got its start in banking

during the 1870s as a discount-

er of bills of exchange presented by

its shipping customers.

The exchange business

grew steadily, taking on

the attributes of a full-

service commercial

bank, and eventually

emerging as an indepen-

dent corporation, Mitsu-

bishi Bank, Limited, in

1919.
Even before its incor-

poration, the banking
division played a pivotal

role in the development

of the Mitsubishi

organization, helping guide and

finance the development of its many

industrial and commercial interests—

trading, shipbuilding, mining, chem-

icals, electric motors and equipment,
and consumer goods manufacturing.

From 1919 on, Mitsubishi Bank

continued to serve as banker to its

affiliated companies while steadily

expanding its market base, until, by

1943, it ranked among the largest

commercial banks in Japan.

Japanese corporations traditionally

have chosen bank financing rather

than equity markets as their preferred

source of investment capital. As

one of the nation's largest and most

powerful lending institutions, Mitsu-

bishi necessarily took a key part in

Japan's remarkable economic develop-

ment during the two decades follow-

ing the Second World War, providing

funds to rebuild and modernize its

industrial plants, to seek out and

develop new sources of raw materials,

and to finance the nation's growing

volume of exports. Japan's post-

war prosperity and rising personal

incomes brought about a new era in
consumer banking, as well as a need

to provide quality products and auto-

mated services that would attract its

millions of thrifty savers. Once again,

Mitsubishi Bank entered the com-

petitive fray.
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became a national bank in 1910, our

new federal charter granted us the

privilege of retaining our Oregon

and Washington franchises. Thus

the bank became, and has remained,
the only national bank with direct

offices in three states.

In the six score years since its

founding, The Bank of California

has grown along with the Western

economy, changing with the times

and the trends of the marketplace.

For the better part of those 120 years

the bank remained, pre-eminently, a

business bank, catering to the finan-

cial and commercial needs of the

West's largest business houses and

wealthiest business owners.

During the post-World War II

flurry of California branch banking

it looked on with equanimity as once-

obscure savings banks mushroomed

to many times its size by opening or

acquiring "retail" offices on every

village Mam Street and in every shop-
ping center in California. Only when

threatened by a takeover did the

bank reappraise its position and, first

reluctantly, then with enthusiastic

abandon, accede to a strategy

of expansionism.

Over the next two decades the

bank added 70 new offices,
extending our banking

network from Seattle

to San Diego,
establishing a

presence in the major metropolitan

markets of Southern California, and

more than quadrupling our deposits.

But no matter how aggressively we

moved into the retail business we

could not begin to match our larger

competitors, all of whom had gained

lengthy head starts and were contin-

uing to acquire new branches at an

equally aggressive pace. By the early

1970s it had become apparent that

retail banking was not as profitable

for mid-sized banks as it was for the

very large banks, and that the bank's

preoccupation with physical expan-

sion had begun to sap both its finan-

cial resources and its reputation as

the West Coast's quality bank.

By 1976 the bank's stockholders

had had enough of growth for

growth's sake. New management

was brought in to put the bank on a

stronger financial footing and to

develop a business strategy and pro-

gram more suited to the character

and marketing strengths of our

unique institution.
Since that time, both the bank and

the banking environment in which

we operate have changed to an

extent no one could have anticipated.

Financial markets have experienced

swings in inflation and interest

rates of unprecedented severity. The

world's economy has been struck by
the longest and deepest recession in

half a century. Deregulation and

the rise of an entirely new species

of financial service conglomerate

have brought about

wholesale alterations in

the structure of the
banking industry.

The Bank of Cali-
fornia has emerged from
this difficult transition

period a much stronger,

leaner, and more

competitive force in

1SV) 7 be Bank of
California becomes a

federally chartered bank

World War I breaks
out

Vt[B Mitsubishi Bank,
Ltd is incorporated and
becomes full fledged
bank A year later, the
bank, opens branches in
London and New York
in response to the
increasing demand for
foieign exchange bust
ness and local financing

1929 Stock market
crashes, beginning of the
Great Depression

1941 The Pacific Wat
breaks out

1943 Following a merge?
with several larger banks
Mitsubishi ranks among
the top two or three larg
esl commeicml banks in
japan

1945 War ends
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MITSUBISHI BANK, LIMITED

Venturing Abroad

During the 1960s and 1970s,

when Japanese companies began

venturing abroad in search of new

markets for their products, Mitsubi-

shi moved with them, establishing

overseas offices to handle trade

financing, foreign exchange, and

industrial development loans for its

clients. Retail banking subsidiaries

were established in Southern Califor-

nia and Brazil to serve the large

Japanese communities in those

markets. Merchant banking subsidi-

aries were established in London,

Zurich, and Hong Kong. All of these

subsidiaries, despite their limited time

of existence, have shown remarkable

success, The London subsidiary, Mitsu-

bishi Finance International, was estab-

lished in October 1983, and in its

first six months of existence it was

successful in managing 65 bond

issues. The Zurich subsidiary, Mitsu-

bishi Finance (Switzerland), acted as

manager or underwriter for 40 issues

in its second year of existence.

The London subsidiary also exem-

plifies Mitsubishi's first step toward a

multinational institution, conducting

sophisticated underwriting and other

merchant banking services. Talented

local people were placed in manage-

ment positions to assume responsibil-

ity for major business decisions.

Mitsubishi's affiliation with The

Bank of California is the next step in

its evolution into a world bank. D

THE BANK OF CALIFORNIA

Western banking. Clearly ahead of its

larger competitors in anticipating

the impact of deregulation on Cali-

fornia's branch banking and retail

financial services markets, it has

moved far more aggressively than

most to eliminate redundant, high-

cost overhead.

No longer a trend-follower, the

bank has built a reputation as an

innovative market strategist—an orig-

inator of products and services de-

signed for the vastly different markets

of the post-deregulation era. We were

the first U.S. bank to sponsor a

money market account, one of the

first major West Coast banks to offer

full-scale merchant banking serv-

ices, the first to differentiate and

market private banking services to a

very select clientele, and the first

to establish a private telephone

banking service.

Once among the most labor-

intensive banks in California, we

have developed systems for automat-

ing and centralizing traditional

branch "back office" operations, wire

transfer and cash management serv-

ices, trust accounting, and interna-

tional trade financing services that

put us in a class with the industry's

technological pacesetters.

Most importantly, we have learned

to focus our managerial and financial

resources. In a few short years we

have made the critical transition

from a mass retailer of standardized

banking commodities to a highly

specialized financial institution pro-

viding professional, value-added

banking and trust services to specif-

ically targeted industries and busi-

ness and private banking clients.

Paradoxically, the more The Bank

of California has changed, the more

it has come to resemble the bank as

it was in that earlier era of free

enterprise and unlimited opportunity,

when "nothing seemed impossible!' D
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